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Hello Potential Supplier,
Schnucks has been serving customers for more than 80 years, growing from a single, small confectionery to a
leading regional supermarket chain. We still follow the same values we have since 1939: Friendliness, Service,
Quality, Variety, Value, Integrity, and Innovation. We started small, and we’re still interested in supporting small
diverse and local suppliers.
We launched a formal Supplier Diversity program in November 2020 in our efforts to better reflect the
communities we serve, to promote opportunity and innovation, and to stimulate local economies.
Our Supplier Diversity program focuses on businesses that are at least 51% owned, operated, and managed by
an individual or group that is a US citizen or permanent legal US resident, and fits in one or more of the
categories listed. In the case of a publicly owned business, at least 51% of the stock must be owned by one or
more diverse owners that is a US citizen or permanent legal US resident, and fits in one or more of the categories
listed.

•African American

•Asian American

•Hispanic/Latin American •Native American

•Disabled

•LGBT

•US Military Veteran

•Woman

This guide will help you prepare if you have the opportunity to pitch your product or service to Schnucks,
or any other retailer.
-The Schnucks Supplier Diversity Team

Product Considerations
Congratulations on creating a great product! Let’s make sure it’s ready to sell in Schnucks’ stores.
●

Does your product have a UPC or PLU code? UPCs are barcode symbols that manufacturers use to identify their products
electronically so they can be digitally scanned and tracked.

○
○

To accommodate small companies, GS1 provides individual GS1 US UPC GTIN identifiers. To learn more, please
visit https://www.barcode.graphics/gs1-us-gtin-upc-barcodes/.
A PLU code, is a 4 or 5 digit code that is unique to a particular produce item; based upon the commodity, the
variety, and the size group; and will typically appear on a small sticker that is applied to the individual piece of
fresh produce. These codes are standard across the produce industry and in all retail grocers.

●

Packaging: Item and Case
○
Is the packaging durable, display-ready, and in small case packs?
○
How much space will your item take up on the shelf? How does its size compare to like products?

●

Label
○
Is it compliant with USDA and/or FDA food labeling regulations?
○
Is your label eye-catching? Does is communicate what makes your product special?

●

Shelf life All products must be shipped with sufficient shelf life to adhere to SMI shelf life requirements so that we maintain our
promise to our customers of being the Best in Fresh.

○

Product needs a “best used by” date marked on the package.

Pricing Considerations
●

How much does your product cost you to make?
○
Production costs
○
Liability insurance
○
Distribution/Delivery costs
○
Marketing and Promotions budget

●

How much will consumers pay?

●

How does the price of your product compare to the prices of
similar products already in the market and on Schnucks
shelves?
○
Can you successfully defend the cost and suggested
retail of your product?

●

What are your payment terms?

●

Will you offer a pitch/swell allowance?
○

●

Will you credit Schnucks for the wholesale value if the
product goes out of date or is damaged?

Are you able to make a profit?

Placement Considerations
●

Where would your product fit best on our store shelves?

●

What product is it most like?

●

What products are complementary?

●

Who’s your target consumer?

Distribution Considerations
To efficiently prepare your supply chain, estimate demand and set your sales goals
●

How will you get your product to us?
○
Do you expect to ship product directly to our warehouse for distribution?
○
What are your order minimums?
○
Will you be delivering the product yourself by bringing it directly to select stores?
○
Do you need a distributor to warehouse your product and deliver it to us with other items?

●

Plan for disruption
○
Damages, shipping delays, inclement weather, holidays, or unexpected events can
affect the efficiency of your supply chain.
○
Prepare for potential delays or situations by considering the location of each of your
supply chain partners and understanding the potential factors at play.

●

Set up an organized tracking system to increase transparency and organization within your supply chain.
This tracking system should allow you to:
○
Track packages the moment they leave your facility or supplier network.
○
Maintain a digital record of activities.
○
Show your entire supply chain, including inventory, suppliers,

●

One retailer should not be your only outlet for distribution

Promotion Considerations
●

What will you do to support your product’s sales in our stores?

●

Develop an integrated, multi-channel marketing plan
○
Be prepared to share your strategy and metrics.
○
Show how your advertising plan works and drives sales and demand and how this strategy will boost the
performance of your product at Schnucks.

●

Get active on social media
○
Create a consistent aesthetic/look across your social channels to showcase your brand and aim to have the
same social handle/name on all channels like Facebook, Instagram, LinkedIn, TikTok and Twitter.
○
Post frequently and diversify your content to highlight business milestones and results as well as news and
events (e.g., product launches, partnership deals, personnel announcements, etc.)

●

Power of publicity
○
Work with local, regional and/or national journalists and writers to tell your brand story through earned media
placements (e.g., digital news article or television segment).
○
Share earned media placements with prospective retailers.
○
Use your company’s website as a blog to publish unique brand content and drive consumers to the website
through advertisements, press releases, earned media, and social media channels, etc.

Store Research
●

Visit Schnucks stores to understand key areas of focus,
including:
○
Store layout and location of products
○
Diversity and variety of products similar to your brand
○
Communities surrounding store(s) and customer
demographics

●

Visit Schnucks website.

●

Visit Schnucks supplier webpages for more on requirements
for Food Safety, Insurance, Payments, and Warehousing, as
well as other useful information. Register your company for
free at Rangeme.com/Schnucks so we have information
about your company and product offerings.

Preparation
●

Explore diverse supplier certifications with the certifying organizations.
With the amount of companies starting supplier diversity programs in the last 18 months, now is the
right time to look into certification at the national, regional or local level. Look into agencies and
their affiliates such as the ones below.
○
National Minority Supplier Development Council (NMSDC)
○
Women’s Business Enterprise National Council (WBENC)
○
U.S. Pan Asian Chamber of Commerce (USPAACC)
○
National Gay and Lesbian Chamber of Commerce (NGLCC)
○
National Veteran Business Development Council (NVBDC)
○
U.S. Department of Veteran Affairs (USDVA)
○
Disability:IN

●

Look into joining your local chambers of commerce to gain access to resources, education and relationships.

●

Ensure all external channels (i.e., website, social channels, etc.) are current and refreshed ahead
of engaging a retailer about a partnership.

I Have Everything Ready.
Now What?
●

Create a short slide deck to share with Schnucks buyers including:
○
Product descriptions, UPCs, Pack sizes, Product images, Product shelf life, Pricing, Suggested placement,
Promotional support, Distribution plans, Certifications your company holds

●

Perfect your pitch
○
Why should your product be sold in Schnucks stores?
○
What makes your product unique?
○
Why do people buy your product?
○
What need does it fill?

●

Don’t be deterred by rejection
○
Your chance of being selected as a supplier depends on your company's offerings and how it aligns with a
retailer’s business needs. Don’t stop your pursuits if a retailer passes. The best step is asking for feedback and
moving onto the next prospective target!
○
Sometimes you can have everything prepared, but the timing just isn’t right. Ask the retailer if they can share
the timing for when they will be reviewing your specific category. Follow up intermittently if you haven’t
heard back, but understand you’re not the only brand trying to capture their attention and business.

We Accepted Your Product!
Congratulations!
●

What now?
○
Identify how you can support promotional programs offered by the retailer.
○
Start with a small footprint of stores and then negotiate/pitch expansion to
new markets based on single-market results.
○
Once your company experiences significant growth, be prepared to scale
your supply chain to prevent product unavailability/out-of-stock conditions.
○
Establish an annual business review with your category manager/buyer
○
Focus conversations on category growth and how your product is driving
category growth vs. just your company’s results.

●

Innovation fuels growth
○
Continue to innovate and focus on category trends and themes.

●

Data rules
○
Leverage internal and external data to influence business decisions.
○
Use primary and secondary market data and insights from companies like
Nielsen and IRI. Share category trends from your company’s perspective.

Other resources
●

Supplier Diversity TV on YouTube

●

BackTo.Biz features a collection of more than 400 individual
video lessons, articles and tools from a diverse and renowned
set of innovative entrepreneurs. The content is designed to
help small business owners expand their knowledge and skills
on a wide range of topics, such as hiring talent, selling online,
building brands, pivoting business models, and creating new
revenue streams.

